Why should you text your patients?

At your practice, you call and email with your patients. So you might be thinking, “why would I need to text them too?” There are many reasons as to why it is so important to text your patients. 
First, lets look at the facts and statistics. Open rates for SMS are as high as 98%. With the open rate on an email averaging at 21.33%, texting gives you are higher chance of getting a message to your prospect or patient. If you rely solely on calls and emails, you’re missing out on a huge opportunity to gain an advantage over competitors. Most practices currently don’t use texting a possible form on communication, so you’ll be more likely to get ahold of a prospect before another practice. 
Let’s say a prospect fills at a form for a service on your website, and immediately fills another form on the website of a local competitor. Your practice calls, the competitor calls, and neither call is answered. If the competing practice simply decides to try again the next day and you immediately send them a text regarding their inquiry, and then ask when the best time would be to call, or if they would prefer to text, you’re more likely to hear back first. This is a good business practice, as you are communicating to the prospect that you value their time and communication preference over your own.
Most practices tend to call their prospects and patients first thing in the morning. What most people attempting to contact these prospects/ patients forget is that if you just started your working, it’s likely the person you are attempting to contact is unavailable for the same reason; they just got into work. Sending out a text to set up a convenient time to discuss looks better than a number they are not familiar with calling them.
For some people, texting is simply just the most convenient. It’s simple and easy to use, and compared to a phone call, more private. If a prospect is out in public, that might not want to speak on the phone regarding a cosmetic procedure, as it’s personal for them. However, via text, if wouldn’t matter if the prospect was in public or around people, because they can ask their questions in private. 
As a practice that is available to their patients/prospects on every method of communication possible, you’re more likely to get ahold of someone. A practice that chooses to text their
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